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	 For the first years of its existence, 
Mutine Inc. was little more than a room 
in the home of founder Pascal Ravach. 

After several iterations, it now has real 
headquarters, which can better be called 
a factory. From an importer of various 
(mostly) French hi-fi brands, Mutine has 
become an actual manufacturer.
	 Not that Pascal is anything like a 
newcomer to hi-fi. After his studies in 
humanities and sciences, not to men-
tion classical piano, he built his first 
loudspeaker (“competitive”) and an 
amplifier (“best forgotten”). In 1975 
he became an advisor in an actual hi-fi 
store in Switzerland, and that led to 
acquaintance with several names in that 
domain, such as Philippe Zumbrun, then 
distributor of ESS and McIntosh, and a 
pupil of legendary sound engineer André 
Charlin. It was Philippe who gave Pascal 
the definitive demo: a two-microphone 
(Neumann DM89) recording using a 
method of his invention, later known 
as the “Jecklin disc” method, made on a 
Nagra IVs, played through a Mac amp 
and ESS speakers. That experience 

launched Pascal on his lifelong career.
	 In 1981 he became an independent 
consultant, meeting such notables as 

Yves-Bernard André (who 
was with Vecteur, but would 
later found YBA) and Pierre 
Lurné (who would later 
found Audiomeca), as well 
as psycho-acoustician Didier 
Loth. The group developed 
such refinements as coax 
cables dedicated to audio, 
AC line filters, and spikes 
for speakers and other gear. 
Pascal claims it was he who 
told Linn’s Ivor Tiefenbrun 
about the spikes, and got 
laughed at for his pains, 
though Linn would even-
tually add spikes to all its 
speakers.
     (Pascal also describes 
riding with Tiefenbrun in a 
souped-up Peugot 205, and 
with his eternal rival Naim’s 
Julian Vereker in his equally 

souped-up Jaguar. “With either one you 
needed strong nerves,” he says.)    
	 In 1984 Pascal set up his own store, 
Présence Audio, in Lausanne. One day, 
Nagra’s Stefan Kudelski dropped by with 
a prototype of a new machine 
that could play a revolutionary 
digital disc with a laser. After 
a comparison with a Vecteur 
turntable, Kudelski was so 
shaken he cancelled the launch 
(which finally occurred…in 
2007).
	 Pascal talks about Oskar 
Heil, designer of the evolu-
tionary speakers bearing his 
name, a modest man with a 
marked resemblance to Char-
lie Chaplin, who would tap on 
anything at hand to listen to its 
resonance, from an elevator door to his 
receptionist’s head! Pascal then owned 
two pairs of his Transar 1 speakers. An 
invitation for Pascal to join him in his 

research led nowhere unfortunately. And 
when sound engineer André Charlin 
died, Pascal transcribed six of his LPs 
from his Vecteur table onto a Nagra T, 
and Philippe Zumbrun then edited the 
tape (to eliminate clicks and pops) for 
new LP release.
	 In 1986 Pascal was ready for leave 
it all behind and spend time, perhaps a 
year or more, on a sailboat, but events 
intervened. Under the name of Lys 
SA, he became the Swiss distributor of 
Jean-Marie Reynaud speakers and of 
Vecteur and CEC. Then came a German 
division, and the addition of another 
loudspeaker brand, Equation. Subse-
quently the Lys group bought Oxford 
Distribution, and then its manufacturing 
arm, Oxford Acoustics. By 1990 Lys was 
active across much of Europe.
	 It all came to a halt in 1991, when 
both Pascal and his British partner 
went through divorces. Pascal returned 
to his studies (sinology, musicology 
and linguistics). He couldn’t stay away 
from audio, however. He discovered 
Audiomat, and he left for the New 
World, specifically Montreal, a life-long 
dream that had led him to use Quebec’s 
iconic fleur de lys in his company trade 
name.

	 Mutine Inc. was set up in 1997, as 
was Mutine Corp., the US division. The 
name indicates Pascal’s enduring rebel 
spirit. His philosophy remains that of his 
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Audio powerhouse sold

	 The company's flagship brand is of 
course Harman/Kardon, which has 
been around since the 1960's, but it also 
owns even older brands, such as JBL, 
not to mention Studer/Revox, Mark 
Levinson, Infinity, AKG and Lexicon. 
That's an all-star lineup, even if some 
of the stars burn brighter than others.	
     The buyer? One of them is Kohl-
berg Kravis Roberts (it has made news 
in Canada this past month as a pos-
sible suitor for Bell Canada). Another is 
Goldman Sachs. It seems sure neither 
company plans to make loudspeakers 
or DVD players. It happens, however, 
that a conglomerate may dip in value 
to the point where its parts are worth 
more than the whole. There's money 
to be made by buying it and selling 
off its divisions, or even destroying it, 
firing all the staff, closing the plants, 
and selling its brand names and patents.	
     We shall see.

EMI also sold
	 Is the modern era tending toward 
monopoly? In the record business, 
monopoly has seemed the way to go, 

and we can hardly 
recall when it was any 
different. Remember 
RCA Victor Red Seal recordings? 
Remember Columbia Records? They're 
both part of Sony Music BMG...have 
been for a long time.    
	 We've been waiting for more shrink-
age, Warner buying out EMI, which 
once boasted it was “the largest record-
ing organization in the world.” There 
was just one little fly in the ointment. 
Last April, EMI agreed to let the iTunes 
music store (and by implication other 
stores) sell its music on-line without 
“Digital Rights Management,” aka anti-
copying measures. Unlike EMI, Warner 
specifically came out against that. What 
would happen if the two companies were 
to merge?
     Was that why it didn’t happen? EMI 
has now been bought by a different 
company, not one in the music business 
at all. That company is Terra Firma, an 
equity firm that picked up EMI for...
dare we say a song? Okay, it was for £3.2 
billion, a lot more spare cash than we 
have on hand, though possibly less than 
it was once worth.
     Should we be waiting for the other 

shoe to drop? Perhaps.
	 Consider some facts.
	 (a) EMI is not profitable, and Terra 
Firma, if it has its feet on (ahem!) terra 
firma, is not in this to lose its sharehold-
ers' dough.
	 (b) Terra Firm, unless we're missing 
something, knows beans about the music 
business.
	 (c) Ergo there may be another sale in 
the offing. Memo to Warner: don't put 
your chequebook away just yet.

Sony is at it again
	 Remember the infamous Sony/BMG 
CDs with the root kit, which left your 
PC wide open to viruses if you popped 
the CD into the drive?
	 It seems that DVDs of Casino Royale 
and some 20 other titles contains bad 
sectors intended to confuse ripping 
software. Trouble is, they also confused 
computers you may want to watch the 
film on, not to mention some actual 
DVD players.
	 Sony initially admonished the makers 
of those players to be more careful 
about following standards…until it was 
revealed that some Sony players were 
among the offending models.

previous enterprises: uncompromising 
purism, passion for music rather than 
products, and a determination to build a 
retail network that would operate on the 
same principles. That network would be 
marked by mutual respect and coopera-
tion rather than maximizing of revenue, 
on perpetual education, and ultimately 
on the enrichment of the lives of the final 
customers.

     Not surprisingly, few 
dealers measured up, and 
Mut ine’s retai l network 
remains small. Despite that, 
the company itself con-
tinued to grow, and became 
more than just a distributor.
     Mutine imports, notably, 
CEC (belt-driven CD trans-
ports, players and electron-
ics), Mimetism (amplifiers 
and a CD player), Mosquito 

(speakers) and Actinote (audio cables). 
However its new larger quarters are 
allowing it to expand its own manufac-
turing. Above left, technician Mohamed 
Ibouchichene is completing the assembly 
of an Audiomat Récital tube amplifier. In 
the same space Equation speakers will be 
assembled, including the “holophonic” 
Equation Gaïa. A US electronics brand, 
Berning, will soon join them.

	 The team Pascal had put together is, 
like the distribution network, compact, 
composed of just five, including Pascal 
himself. Above right is the administra-
tive area, with Sylvain Montreuil and 
Jean-François Gravel seated at their 
computers. And it goes without saying 
that if you’re looking for one of Mutine’s 
hand-picked products, the dealer may 
be just down the street…or a plane ride 
away. Be assured that is just the way 
Pascal Ravach wants it.
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